
LaVoie Group partnered with this company to refine product and market 
messaging based on new clinical trial results and appropriately target 
medical media professionals to get the right message out. Coordination 
with corporate communications functions at both the client and partner 
companies was required.

Medical Meeting Support
Review principal investigator presentations for new data to be  •	
communicated
Peruse competitive information to understand market•	
Develop positioning map to articulate key brand messages (to  •	
include mechanism of action and unique aspects of the results from 
the clinical study) in which to develop all communications including 
talking points for spokesperson training
Review and refine press release to ensure inclusion of key brand •	
product messages
Develop medical media list for outreach to key opinion leaders in •	
the field
Work with PR department at medical meeting to obtain guidelines •	
and develop a plan of action
Spokesperson training to include internal medical officer and talking •	
points for investigators
On-site participation for coordination of media interviews on site at •	
the meeting PR office
Follow up with key medical media for profile stories on data released •	
at medical meeting 

Return on Investment
Based on interviews, product profile results covered in •	 Medpage 
Today, Medscape (WebMD), The Medical Post and Renal and  
Urology News
Numerous other articles placed in key targeted industry publications •	
covering the news—all of the articles covered the news based on the 
messages developed and highlighted the product’s unique mecha-
nism of action and psychological aspects of the clinical data
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